4         EFFICIENT MARKETING FOR AGRICULTURE
necessary to bring these commodities to consumers from each of the regions in which they could be produced. Simple as this statement might seem on the surface, its accomplishment involved complete changes in farming and required the development of transportation systems. Gradually services in marketing had to be evolved and perfected, while methods of rendering these services had to be discovered, invented and improved. Motivating forces in marketing came into being in response to the needs of commercialized agriculture and various agencies set about with different methods to perform essential marketing services. Thus the creation and development of the commercialized form of farming hinged upon the establishment of innumerable individual and group contacts and relationships.
The change to commercial farming did not complicate the farmer's problem by creating mere multiplicity and complexity of economic contacts alone. It changed the farmer's simple task of deciding what and how much to grow under the self-sufficing system to a more complex problem in the commercialized system. Instead of ascertaining the needs of his own family and deciding to raise the quantity of each variety of products desired, the farmer in the present system proceeds in a roundabout fashion. The needs of his family are thought of in terms of a total of so many dollars7 worth of goods and services. To be able to purchase these goods and services he must acquire an equivalent value in the form of net profit from his farm operations. To accomplish this essential purpose, the farmer must successfully interpret price levels and price fluctuations. Against these illusive and variable measuring sticks he must balance his real costs of farm production, for net profits are earned only when costs of producing and marketing amount to less than the income awarded through current prices.
It is the farmer's utter dependence upon prices in a com-